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THE NEWS IS THE HVACR INDUSTRY’S

#1 INTEGRATED MARKETING RESOURCE 

	 INDUSTRY’S ONlY pAID 
 CIRCUlATION pUblICATION
 Serving contractors and wholesalers  
 since 1926.

	 lARGEST AND MOST  
 pRODUCTIVE EDITORIAl 
 STAff
 Publishing close to 400 staff-written articles  
 last year. 

	 bEST-READ AND MOST- 
 pREfERRED bY HVACR 
 CONTRACTORS
 According to a third-party research company.

	 CElEbRATING 75 YEARS wITH 
 THE NEWS’ HVACR DIRECTORY
 Special opportunities available in print and  
 online at www.achrnews.com.

	 MOST VISITED wEbSITE – 
 ACHRNEwS.COM
 Receiving over 130,000 visits every month.

	 ExClUSIVE “NEw MEDIA” 
 OppORTUNITIES
 Including video, blogs, rich media, webinars  
 and more.

	 CUSTOM pUblISHING AND 
 RESEARCH OppORTUNITIES
 Helping you position your company in  
 the market.

	 #1 IN HVACR AD pAGES  
 ACCORDING TO btob  
 MAGAzINE
 The NEWS ranks #60 on this “Top 100” trade 
 magazine list.

THE HVACR CONTRACTOR’S WEEKLY NEWSMAGAZINE SINCE 1926

JUNE 30, 2008            $5.00            VISIT US ONLINE AT WWW.ACHRNEWS.COM            

FOCUS BEGINS ON PAGE 10
PORTABLE A/C & HEATING UNITS

The fi rst annual National HVACR Service Managers 
Forum is the fi rst educational program designed 
exclusively for Service Managers — the people who 
run a service department and make a big difference 
in contracting success. To attend the fi rst meeting 
Oct. 9-10 in Houston, Texas, or to fi nd out more 
information, visit www.servicemanagersforum.com.

Airgas Buys Refron; Will Keep Brand Name

By John R. HallOf The NEWS Staff

L EED AP for EB. If that sounds like a lot of alphabet soup, its de� ni-tion is “certi� cation in Leadership in Energy and Environmental 
Design as an Accredited Professional in 
Existing Buildings.”� at is a mouthful, yet it is something 

that contractors are working hard to achieve. 
According to the Green Building Certi� ca-
tion Institute (GBCI), this accreditation 
means that a person has distinguished 
himself as a building professional “with the 
knowledge and skills to successfully stew-
ard the LEED Certi� cation process” and has 

“demonstrated a thorough understanding of 
green building practices and principles and 
the LEED Green Building Rating System. 

� e LEED AP credential represents 

Contractors Strive to 
Achieve 
Accreditation

A irgas Inc. announced on June 12 that it signed a de� nitive agree-ment to acquire the assets and operations of Refron Inc., a 
national reseller and distributor of refriger-
ants that also provides technical services 
and refrigerant reclamation services. � e 
companies expect to complete the transac-
tion by the end of July, subject to regulatory 
approvals and customary closing conditions, 
according to an announcement from Airgas.

� e announcement said that Refron, 
which is based in Long Island City, N.Y., 
will continue to go to market as Refron, 

and will be integrated with Airgas’ existing 
refrigerant and reclamation business into a 
new company, Airgas Refrigerants Inc.Airgas said it intends to o� er employment 

to about 60 Refron associates working in Long 
Island City, N.Y.; Baton Rouge, La.; and Long 
Beach, Calif. Refron owners Jay and Jerry 
Kestenbaum, whose father founded Refron in 
1950, will join Airgas a� er acquisition.“As a leader in supplying refrigerants for 

over 55 years, we are excited about the prospect 
of joining forces with Airgas,” said Jay Kesten-
baum, president of Refron. “Our can do atti-
tude will � t well with the Airgas culture. Our 

combined resources will help our people and 
customers meet the challenges of a changing 
industry as more environmentally-friendly 
alternatives are required in the marketplace.”

Chuck Broadus, president of Airgas Spe-
cialty Products, has been named president of 

Airgas Refrigerants, e� ective immediately. Jay 
Kestenbaum will become senior vice president 
for product management, vendor relationship, 
and marketing for refrigerants, reporting to 
Broadus. Jerry Kestenbaum will continue 
as vice president of technology. Broadus will 
continue to report to Airgas’ Gas Operations 
Division President Ted Schulte, who will also 

become president of Airgas Specialty Prod-
ucts, which will focus on its industrial ammo-
nia and process chemicals businesses.“Chuck has been instrumental in build-

ing our refrigerants business in the last 18 
months, with the acquisitions of CFC Re� -
max and Gartech,” said Schulte. “Now with 
the addition of Refron, it makes sense to 
break out our refrigerants business. Our 
ammonia and process chemicals businesses 
also have seen tremendous growth under 
Chuck’s guidance since 2006. I will work 
directly with the Airgas Specialty Products 
team to continue that progress.” 

 See STRIVE FOR LEED AP page 18

INSIDE THE NEWS…The HVAC Industry’s Next GenerationThe HVAC field is always looking for good young people like Philip Schaaf of Harshaw Trane. Turn to page 22 to see a profile on the next generation of technicians.
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FOCUS BEGINS ON PAGE 8

COMMERCIAL COOLING SHOWCASE

Price Increases
Johnson Controls Inc. (York, Pa.) increased 

prices 3 to 7 percent on York® Engineered 

Systems products, including chillers and 

air-handling units, effective immediately. 

Phoenix Manufacturing Inc. (Phoenix) 

increased prices 4.5 percent on its 

commercial and residential line 

of evaporative coolers, effec-

tive June 1. 

Worthington Cylinders (Colum-

bus, Ohio) increased prices 

5 percent on all steel DOT 

39, non-refillable refriger-

ant cylinders, effective im-

mediately. This is in addition 

to the 5.5 percent that was 

previously announced. The 

company also increased prices 

6 percent on all refil
lable refriger-

ant cylinders, effectiv
e June 1. 

Manufacturers
DiversiTech Corp. (Atlanta) ac-

quired Devco Enterprises 

Inc. (Silver Spring, Md.). 

Its operations will be 

relocated to
 a DiversiTech 

facility in C
onyers, Ga.

AirAdvice Inc. (Portland, Ore.) 

established Tom Foley, former 

president and chairman of the board for 

the Energy Trust of Oregon, as a member 

of its Energy Team.

Thermaflex’s (Abbeville, S.C.)  Ever-

Clean™ residential flexible duct earned 

an Energy Star® Partnership.

Navman Wireless North America (Glenview, 

Ill.) hired Gregg Steliga as its director of 

sales and marketing. 

Hill Phoenix (Conyers, Ga.) added Advanced 

Refrigeration and Air Inc. (Orlando, Fla.) to 

its national dealer network. 

— compiled by Angela D. Harris

fyi
INDUSTRY BRIEFS

sign up for this free webinar!

THE TIME IS NOW: PROFIT FROM HEATING, COOLING & BEYOND

Co-sponsored by Trane and The NEWS — May 12 at 2 p.m. EDT. 

If you’re selling boxes instead of solutions, you’re leaving profit behind on the 

kitchen table. Use this webinar to get pumped and get started on the path to 

successful retail selling. Register at webinars.achrnews.com.

Survey Reveals Preferences

E
very consumer has their price 

and value limit. According to an 

industry survey, 52 percent would 

replace their system when repairs 

reach $1,500; 78 percent would replace when 

repairs reach $3,000; and 88 percent would 

replace when repairs reach $5,000. 

With the busy season right around the 

corner, and the teetering residential 

market causing concerns, air condi-

tioning contractors continue to look 

for the competitive edge when reaching out to customers. Infor-

mation about consumer preferences from a recent survey will be 

helpful to contractors looking for that edge.

 In December of 2007 — before the Air-Conditioning and 

Refrigeration Institute (ARI) merged with the Gas Appliance 

Manufacturers Association (GAMA) to form the Air-Condi-

tioning, Heating, and Refrigeration Institute (AHRI) — ARI 

commissioned a national survey of homeowners in an attempt 

to gauge the general perception of the public regarding manufac-

turers and issues related to central air conditioning. 

 See SURVEY PREFERENCES page 42

Homeowners Want Federal HVAC Standards

BY ANGELA D. HARRIS OF THE NEWS STAFF

Private Labeling 

Offers Exclusive 

Brand Control

H
VAC and refrigeration 

contractors have been 

telling themselves that 

in order to be truly successful 

and provide quality installa-

tions for their customers, the 

brand they need to sell is really 

their own company, not a man-

ufacturer’s label. When your 

company is the brand, surveys 

have shown that it means more 

to employees and customers 

than somebody installing a box 

made by a large corporation.

Some contractors and manu-

facturers have started putting 

their money where their mouths 

are, by putting the contracting 

 See PRIVATE LABELING page 32

By B. Checket-Hanks

Of The NEWS Staff

Some contractors and manufacturers have started putting the contracting 

company’s name on equipment provided under a private label agreement.

5 percent on all steel DOT 

39, non-refillable refriger-

ant cylinders, effective im-

mediately. This is in addition 

to the 5.5 percent that was 

By John R. HallOf The NEWS Staff
The NEWS Staff
The NEWS

Accreditation
 Staff

and provide quality installa-

tions for their customers, the 

brand they need to sell is really 

their own company, not a man-

their own company, not a man-

The best-read, most-preferred and utilized integrated communications link to the 
HVACR buyer that facilitates the sales process every week in print and 24/7 on the web.
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Your HVAC Marketing Partner for Integrated Media Solutions!

 THE MARKET

Let The NEWS Help you Reach and Influence the 
$100 Billion HVACR MARket
The residential market has experienced consistent growth since 2000, based on a 
strong housing market. The commercial market has rebounded since the economic 
slowdown in 2001. This all adds up to a tremendous marketing opportunity in a 
$100 billion market, according to the U.S. Census Bureau. COMMERCIAl

RESIDENTIAl

fIElD ENGINEERED
SYSTEMS
fIElD ENGINEERED
SYSTEMS
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NEW HOMES COMPLETED WITH  
CentRAl AiR ConDitioninG

Source: U.S. Census 

Bureau, Characteristics 

of new Housing, 2007
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THE HVACR  
Supply CHAin

 employs over 143,000 
people and has an annual 
payroll over $5.7 billion

 Industry marketers are 
flooding the industry with 
new and old brands

 new product introductions  
occurring at a rapid pace

 Over $23 billion in annual 
sales

 Valuable supply link between  
manufacturers and dealers

 Influenced by consolidated  
companies, but regional  
distributors are still the 
backbone

 Universe includes 50,000+ 
companies

 Annual sales volumes from 
$10,000 to $100 million

 Core group of 20,000+  
represents vast majority of 
businesses

 127 million housing units

 4.9 million commercial 
building units

Source: U.S. Census Bureau, dun & Bradstreet, and the Commercial Buildings energy Consumption Survey

1,256,000  
Homes Built

1,386,000  
Homes Built

1,636,000  
Homes Built

1,218,000  
Homes Built

86% 
with AC

88% 
with AC

89% 
with AC

90% 
with AC



4
Your HVAC Marketing Partner for Integrated Media Solutions!

 THE READERS

the only pAID  
CIRCUlATION 
Publication in the 
HVACR industry!

+AID  +AID  

The Industry’s 
#1 CHoiCe
A third-party research company (Readex Research) conducted a direct mail 
preference survey from a national HVACR contractors mailing list provided by 
Dun & Bradstreet. The result established The NEWS as the clear leader to 
reach and influence the contractor market.

Source: d
ecem

ber 2007 ABC Circulation Statement

MOST pREfERED pUblICATION

61%THE NEWS

Competitor 29%

HIGHEST QUAlITY EDITORIAl

50%

34%

MOST RECEIVED

THE NEWS

57%

Competitor

49%

SpEND MOST TIME READING

56%

30%

THE NEWS

THE NEWS

Source: 2007 Readex Research Publication Preference Study

Competitor

Competitor
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Reaching 112,787 inDUSTRY  
PROFeSSiOnaLS EVERY WEEK

PAID CIRCULATION EQUALS  
inVeSTeD ReaDeRS

according to an audit Bureau of Circulation’s (aBC) study of The NEWS circulation and pass-along 
readership…112,787 industry professionals see The NEWS every week. 

The NEWS is the only paid-circulation publication in the HVaCR industry. Readers are willing to pay for 
the valuable news and information every week making it an outstanding communication vehicle. With a 
total circulation of over 33,000*, The NEWS is your connection to qualified decision makers who make 
purchasing decisions.

6%

17%

77%
Source: d

ecem
ber 2008 aBC Circulation Statement

CONTRACTORS

OEM & OTHER

WHOLESALERS

ReaDeR

FacTS
DeciSiOn makeRS 
wiTh bUYing POweR!

The NEWS contractor readers encompass a 
unique mix of top decision-makers responsible 
for making today’s purchasing decisions.

 97% of subscribers have purchasing  
influence.̂

 79% of readers are owners or executives.̂

 $1.2 million in annual business.*

 6 trucks operated per company.*

 8 employees per company.*

 30 years of experience.*

^ Source: 2008 Reader Profile Study — Contractor Segment

* Source: 2008 Reader Profile Study — Contractor Segment 
(Median numbers)

112,787 COMBINED  
TOTAL REACH

84,375 CONTRACTOR/DEALERS

WHOLESALERS+ 10,098

+ MANUFACTURERS7,902

+ OTHER HVACR PROFESSIONALS10,412
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*Source: december 2008 aBC Circulation Statement

77% OF NEWS 

READERS 

ARE CONTRACTORS!
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 THE MAGAZINE

Editorial Excellence With 
UNSURPASSED COVERAGE
The NEWS’ editorial team has 8 full-time editors who bring decades 
of combined experience to the industry. Go to an industry event, an 
association meeting, even a distributor open house, and you’ll probably 
see an editor from The NEWS.

EDITORIAL LEADERSHIP
The NEWS publishes more editorial pages than any other publication in the HVACR industry. 
In a one-year time period, The NEWS published nearly seven times more staff-written ar ticles 
than our nearest competition.

Source: Publisher’s Own Data, June 2007-May 2008

MURPHY
MIKE

Editor-In-Chief

gaRgaRo
KylE

Managing Editor

MazURkiewicz
grEg

Web Editor

cHecket-Hanks
barbara

Service & Maintenance Editor

Powell
pEtEr

Refrigeration Editor

tURPin
joanna

Contributing Editor

HaRRis
angEla

News & Legislation Editor

PReville
chErIE r.

Associate Editor

total nUMBeR oF FeatURe aRticles

total nUMBeR oF staFF wRitten aRticles

AWARD WINNING 
EDITORIAL
The NEWS is trusted by your customers  
because our editorial quality is second to 
none. Our expert editorial staff has amassed 
a total of 40 journalistic awards among 
them. This includes a 2007 ASBPE National 
Silver Award for a feature article and a 2008 
Regional Bronze Award for an editorial letter 
from our Senior Editor, Mark Skaer.

ticlestotaltotal

151

53

totaltotal

4x as ManY! the news

the news 7x as ManY! 

625

395

 the news 
 competitor
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each week, the editors of The NEWS focus on a product category or a topic of interest to the industry. 
Here are some key annual issues with high reader interest.

 AHR expo Show Issues

 ACCA Convention Issue

 Cooling Product Showcases

 Heating Product Showcases

 dealer design Awards Issue

 HVACR directory & Source guide

 High-end HVAC Systems

 School Market

key iSSueS EVERY YEAR

DeAleR DeSiGn AwARDS
every year, The NEWS and a volunteer team of contractor judges recognize 

industry suppliers that develop products and systems that assist dealers with 
installation, maintenance and repair. It’s a must read issue for subscribers and 

advertisers!

AwARD CATEGORIES

 HVAC Residential equipment

 HVAC High efficiency  
 Residential equipment

 HVAC light Commercial 
 equipment

 HVAC Commercial equipment

 Refrigeration & Ice Machines

 Indoor Air Quality

 Ventilation Products

 Components & Accessories 

 Residential Controls

 Commercial Controls

 Testing & Monitoring Products

 Contractor Services &  
 Software

 Tools

every year, 
industry suppliers that develop products and systems that assist dealers with 

installation, maintenance and repair. It’s a must read issue for subscribers and 
advertisers!

pRint MARket iS  
Still StRonG

MAGAZine

FACtS

 64% of business decision makers read 3 or 
more magazines per month.

 Source: Forrester Research, 2007

 85% of executives act on what they read in 
btob magazines.

 Source: ABM, Case for Magazines

 44% of business decision makers spend 3 
hours or more reading magazines per week.

 Source: Forrester Research, 2007

To view or download any of these 
market research reports, please visit

www.achrnews.com/mediakit
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 TARGETED COMMUNICATION VEHICLES

The HVACR 
DiReCtoRy & SouRCe GuiDe
The #1 product & source directory in the industry with over 1,800 manufacturer 
listings and 1,700 product listings and an excellent place for repeated exposure!

2009 dIReCTORY
issue DAte:  JANUARY 5, 2009 
AD DeADliNe:  OCTObER 15, 2008

2010 dIReCTORY
issue DAte:  JANUARY 4, 2010 
AD DeADliNe:  OCTObER 15, 2009

#1 BuyeRS GuiDe witH pRoVen ReSultS

 65% of NEWS subscribers visited a company’s Website after viewing the company’s ad 
in the directory.

 53% of directory users have purchased products as a result of seeing an ad.

 62% of NEWS subscribers keep their directory for more than one year.

Source: 2008 directory Usage Study

DiReCtoRy

FACtS

	TARGETED, pOwERfUl bUYERS
 Reach thousands of professionals who use the 
 directory throughout the year – contractors,  
 wholesalers, technicians, and other marketing 
 professionals.

	pRINT & ONlINE VERSIONS
 Your free listing will appear in print and online! 
 Complement your listing with a display ad or 
 upgrade your listing to either our Premium or  
 Premium Plus Packages for maximum exposure.

	lONG-lASTING VAlUE  
 & ExpOSURE
 economical listing packages deliver big value —  
 your message reaches every buyer who 
 searches in your category for an entire year.

	pREMIUM AND pREMIUM plUS  
 lISTING pACKAGES fOR  
 MAxIMUM ExpOSURE
 One low package price for exposure in print 
 and online. Includes top positioning online, 
 4-color logos, catalog or ad included online,  
 3 product photos online, live Web and email  
 links, request for proposal program, and your 
 choice of either 3 product-specific banner ads 
 or a video.

1
2

3

4

HVACR  BUYERS  GUIDE  FOR

1 4 -color logo in print and online

2 live Web and e-mail links

3 Catalog or ad included online

4 2 product photos online
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ClASSiFieD ADVeRtiSinG 
If your ad budget is limited and you want to gain exposure for your product on a repetitive 
basis, then the display classified pages of The NEWS are right for you. The NEWS offers a variety 
of classified sections to choose from including positions available, computers and software, 
equipment for sale/rent, and much more. 

Contact Mike O’Connor at 610.354.9552 or oconnorm@bnpmedia.com for more information.

ONLINE AT WWW.ACHRNEWS.COM  July 21, 2008

33

REGIONAL ACCOUNTS MANAGER
Tecumseh Products Company, an independent manufacturer of compressors and refrigeration systems, is seeking a Regional Accounts Manager for the southeastern United States. Preferred candidates would have a BA/BS degree with 3+ years experience in the HVACR industry. Fluency in Spanish is a plus. Please send resume and salary requirements to sandi.chappell@tecumseh.com

OVER (2000) 10 SEER Air Conditioners and Heat Pumps in stock - available for immediate shipment. I buy and sell Air Conditioners, Refrigeration Units and Compressors. Jerry Tuck (765) 482-7000, FAX (765)-482-7215. E-Mail: jerry@usamfg.net

EQUIPMENT FOR SALE

EQUIPMENT FOR SALE

EQUIPMENT FOR SALE

MFG REPS WANTED
MANUFACTURERS REPS WANTED - Mid-sized HVAC/R component manu-facturer seeks aggressive sales pro-fessionals who are active in the heat recovery industry. Territories are open. Please forward company prospectus to tallen@turbotecproducts.com

BUSINESS OPPORTUNITY
C-21 HVAC/R TRADE LICENSE FOR LEASE - Great opportunity to expand your HVAC/R business to Nevada with unlimited potential! I currently have a full C-21 HVAC/R Trade License for Lease. Available on September 1 -2008. **Note: All offers will be con-sidered. Please e-mail: sjsjr@cox.net or call: 702-289-0788

SERVICE TECHNICIANS - TRANE IS CURRENTLY HIRING EXPERI-ENCED COMMERCIAL SERVICE TECHNICIANS WITH 3+YEARS OF FIELD EXPERIENCE IN ATLANTA, MACON, COLUMBUS, VALDOSTA AND ALBANY. Com-petitive Wages, Great benefits, sign-on bonus. EOE/AA. Send re-sume’ to: levans3@trane.com. Fax (404)836-2786

POSITION AVAILABLE

HVAC/R Faculty
(Full-time)

Ivy Tech Community College – Bloomington, Indiana is currently accepting applications for an HVAC/R INSTRUCTOR.  This is a well-established community college program with strong program enrollment, well equipped labs, well funded, with good community and administrative support. Candidates must have significant field experience, excellent technical knowledge, professional image and a caring attitude. A bachelor’s degree is preferred. Teaching experience also preferred but not required. Ivy Tech offers full-time employees a comprehensive compensation package, including health, dental, life insurance benefits and retirement annuity options.
To apply for this position please  go to http://jobs.ivytech.edu.

EO/AA Employer

POSITION AVAILABLE

EQUIPMENT WANTED
 WE BUY new surplus heating, air conditioning, and refrige ration parts and equipment. For a quote on your surplus items, call Sam Avary at 817-831-1461 or send your list to SACO SUPPLY, 2300 Solona, Haltom City, TX 76117. Fax: 817-831-6720. E-mail sacohvac@aol.com

eProduct #143 at achrnews.com

SOFTWARE

eProduct #144 at achrnews.com

Dri-Eaz Products, the leading provider of high quality, innovative products and 

solutions for the restorative drying industry, has an opening in its Burlington, 

WA facility for a Product Engineering Manager.Reporting to the Vice President of Operations, this position is responsible for 

leading the Engineering team, spearheading new product development, initiat-

ing process improvements and product enhancements, and collaborating 

with key functional areas to ensure that Dri-Eaz customer needs and business 

goals are met.  The successful candidate will possess, among other qualities, 

excellent management skills, previous applicable engineering experience, 

exceptional inuencing, relationship-building, collaboration, problem-solving 

and conict-resolution skills, and excellent technical, conceptual and nancial 

skills.  Previous experience in HVAC, refrigeration, and appliance industry 

preferred. Bachelor’s degree in Engineering, 7 years of applicable work experi-

ence, 3 years supervisory experience required. Valid PE license preferred.
Dri-Eaz offers challenging and engaging work, outstanding benets, com-

petitive salaries, and a collaborative environment. We’re located in beautiful 

Skagit County between the Cascade Mountains and the San Juan Islands. 

Dri-Eaz Products is an Equal Opportunity Employer (EOE).

PRODUCT ENGINEERING MANAGER

 133 Aptora ......................................................................................................32 55 Arcoaire ..................................................................................................19 61 Arkema Inc. ...........................................................................................26 45 Atco Rubber Products Inc. ..............................................................22 140 Atlas Sales & Rentals ........................................................................32 71 Broan ........................................................................................................11 8 Bryant ........................................................................................................7 139 Building Cooling Systems ................................................................32 132 Carrier Rental Systems ....................................................................32 37 Carrier Rental Systems ....................................................................30 141 Cold Point Corp. ...................................................................................32 142 Comitale National  ..............................................................................33 43 Continental Industries ....................................................................... 12 22 Danfoss Inc. .......................................................................................... 17 144 Elite Software ......................................................................................33 136 Entech Sales & Service ....................................................................32 47 Fujitsu General America..................................................................... 9 52 General Filters Inc. .............................................................................28 75 Goodman Mfg. Co. LP .......................................................................35 86 LG Electronics USA ............................................................................ 21 137 Liebert .....................................................................................................32 33 Luxaire ....................................................................................................29 51 Mobile Air Inc. ......................................................................................5A 138 Movin Cool .............................................................................................32 25 Moty-Ko Tools ........................................................................................ 6
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Comitale National, Inc.776 Haunted Lane • Bensalem, PA 19020215-244-9650 • Fax 215-244-9679 • www.comitalenational.com
A Custom Manufacturer of Packaged Terminal Air Conditioners

CNI

Look to CNI for consistent 4 – 6 week deliveryyear round. We also supply replacement PTAC’sfor the following type units:

Need Islandaire • Ice-Cap • McQuay PTAC’s?

Having Delivery Problems?

Need 42” x 16” standard opening PTAC’s?  Call us today!Need Quick Delivery Tru-Source Replacement Parts... 
We have full rangeof OEM parts 
for most 
manufacturers.

• American Air Filter• American Standard• Carteret

• Climate Master
• Climatrol
• Cool Heat
• Dunham Bush
• Fedders 

• Heil Quaker
• Ice-Cap
• Islandaire
• Kapsis
• Lennox
• McQuay

• M.S.I.
• Nelsonaire
• Nesbitt
• Ra-Matic
• Remington
• Retro-Air

• Singer
• T.P.I.
• WeatherTwin
• Westinghouse
• Zoneaire
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A Custom Manufacturer of Packaged Terminal Air Conditioners
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Look to CNI
year round. We also supply replacement PTAC’sfor the following type units:

Need Islandaire • Ice-Cap • McQuay PTAC’s?

Having Delivery Problems?

Need 42” x 16” standard opening PTAC’s?  Need Quick Delivery Tru-SourceWe have full rangeof OEM parts 
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manufacturers.
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EQUIPMENT FOR RENT EQUIPMENT FOR RENT EQUIPMENT FOR RENT EQUIPMENT FOR RENT EQUIPMENT FOR RENT

Simple to industrial grade.  Any project.  Any size.  Anywhere.

Rental Rescue

800-586-8336
CarrierRentals.com

 Chillers.  Cooling Towers.  Air Conditioners.  

Spot Coolers.  Air Handlers.  Dehumidifiers. 

Heaters.  Boilers.  Generators.    

eProduct #132 at achrnews.com

eProduct #135 at achrnews.com

Spot Cooler
Rentals & Sales

Portable Air Conditioners from 1 to 25 tons

Call TODAY! 1-800-372-8677

www.etopp.comNATIONWIDE SERVICE!

eProduct #131 at achrnews.com

PORTABLE AIR CONDITIONING AND HEATING

800.367.8675 www.spot-coolers.com

We deliver the cool!
Rentals and Sales When cooling counts 

trust Spot Coolers

to deliver the goods. 

We rent and sell 

high performance

portable air 

conditioning systems 

sized from 1-12  

tons at each of  

our 37 locations 

nationwide.

Spot Coolers 

brings you the best 

engineered portable 

cooling systems 

available!

MovinCool, SpotCool and Office 

Pro are registered trademarks 

of Denso Corporation eProduct #140 at achrnews.com

eProduct #139 at achrnews.com

ADVERTISE HERE 610-354-9552

TRAINING
TRAINING

eProduct #136 at achrnews.com

Free Embezzlement 

Prevention Kit

Employee theft is one of the 

leading causes of small busi-

ness failure. Find out how to 

prevent it. Get your Free Kit 

today. Call: 877-232-7978

or visit our website at:

www.aptora.com/prevent

eProduct #133 at achrnews.com

ACCT. & MGMT SOFTWARE
PURCHASING

NORTH LAKES REFRIGERANTS

R-22
R-11, R-12, R-134A

Blends
REFRIGERANTS

888-486-6268
WBE Submitted

northlakesdistributing.com

eProduct #134 at achrnews.com

EQUIPMENT FOR SALE

eProduct #141 at achrnews.com

eProduct #137 at achrnews.com

 

EQUIPMENT FOR SALE

EQUIPMENT FOR SALE

eProduct #138 at achrnews.com

TO ADVERTISE, PLEASE CONTACT MIKE O’CONNOR AT 610-354-9552    FAX 610-354-9390    EMAIL OCONNORM@BNPMEDIA.COM

TO ADVERTISE, PLEASE CONTACT MIKE O’CONNOR AT 610-354-9552    FAX 610-354-9390    EMAIL OCONNORM@BNPMEDIA.COM

 lit FoCuS
This four-color catalog stitched into the June 22 issue of The NEWS features reproductions of advertisers’ literature, product 
descriptions, and contact information. Include your product/literature photo and copy and reach the entire circulation of The NEWS. 

Contact Mary Wray at 248.244.6488 or wraym@bnpmedia.com for more information.

SUMMER 2008

lit focus

RUSKIN ALL PRODUCTS SELECTION GUIDE 

Ruskin’s newly revised All Products Selection 

Guide (RAPSG) features over 296 pages of 

specification, application and technical data 

on the entire product line, including control 

dampers, fire dampers, smoke dampers, 

combination fire/smoke dampers, radiation 

dampers, backdraft dampers, louvers, pent-

houses, air monitoring stations, sound con-

trol and energy recovery ventilator products. 

Many new products and features have been 

included in this updated edition. The RAPSG 

is a perfect desktop companion for Engineers, 

Architects, Contractors and OEM Manufac-

turers. For more information visit www.ruskin.com, or call 816-761-7476.

VAISALA LAUNCHES REVOLUTIONARY 

POLYMER SENSOR FOR DEWPOINTS TO -112˚F.

The Vaisala DRYCAP  Dew-

point Transmitter DMT152 uses 

a new polymer sensor technol-

ogy to measure dewpoint 

temperatures down to -112˚F. 

Patented AUTO-CALIBRATION 

feature provides excellent long 

term stability, full recovery 

from condensation and a wet 

to dry response time measured in minutes. NIST certificate and one week delivery.

For information visit: www.vaisala.com/DMT152; 

E-mail: instruments@vaisala.com; Tel: 1-888-VAISALA (824-7252)

2-STAGE LOW INTENSITY GAS 

INFRA-RED HEATERS

Solaronics’ energy efficient ‘TRUE DUAL’ 2-stage 

heaters bring unprecedented fuel cost savings 

of up to 75% for commercial and industrial 

buildings. Both air and gas flows of the patented 

Solaronics system provide for precise air-to-gas 

ratios at both the high- and low-heat stages for 

optimum efficiency. Applications include: manu-

facturing plants, warehouses, aircraft hangars, 

fire stations, loading docks, auto dealerships 

and body shops, ice/roller rinks.

Solaronics, Inc.; 800-223-5335; Fax: 248-

651-0357; e-mail: sales@solaronicsusa.com; web: www.solaronicsusa.com 

NEW FULL LINE OF MCQUAY ROOFTOP SYSTEMS

NOW AVAILABLE WITH R-410A 

McQuay now offers 

the broadest range 

of R-410A rooftops 

in the industry with 

capacities from 30 

to 140 tons. All of the 

units are available with 

high efficiencies that exceed ASHRAE 

90.1-2010 requirements to reduce operating costs. 

The lower energy consumption also makes McQuay rooftop sys-

tems excellent selections for sustainable buildings and LEED -certified projects.  

For more information, call 1-800-432-1342 or visit www.mcquay.com

eProduct #815
eProduct #812

eProduct #825

eProduct #824

eProduct #821

eProduct #842

eDitoRiAl RepRintS 
Use articles from The NEWS to complement your sales, promotion, or education programs. If your company 
has been featured in a recent article, don’t miss the opportunity to put a reprint to work for you. Reprints are 
available in quantities of 500 or more and can be ordered in color or black & white. 

Contact Jill deVries today at 248.244.1726 or devriesj@bnpmedia.com for more information.

A LBUQUERQUE, N.M. — Desert Suns, a mid-sized HVAC 

contracting company in Albuquerque, was started in 1999 

by Shawn Kukowski. �e �rm now employs 17, who have 

helped to push annual billings beyond the $2 million 

range and currently services nearly 3,000 customers.

Recognized in 2003 by Trane as New Mexico’s �rst Comfort Spe-

cialist Dealer, Desert Suns has maintained the Comfort Specialist 

Dealer status ever since. To do this, Kukowski’s �rm must maintain 

customer satisfaction and customer referral rate survey scores of at 

least 90 percent. �e company is currently maintaining a 100 per-

cent customer satisfaction rate.Approximately 80 percent of the �rm’s work is residential; 20 

percent is light commercial.“One of the most important things that we’ve learned along the 

way in the residential market is to have a sales process that sepa-

rates us from our competitors,” noted Kukowski. “We wanted to 

�nd a technology solution to do that for us, since most consumers 

today are savvy to technology and expect us to be the same.”
GROWING THE COMPANYEmploying technology as a di�erentiator, Desert Suns began using 

Opportunity Manager in early 2007 to gain an edge in its competitive 

market. “We could see in our market that none of our competitors 

were trying to use technology in their sales process,” said Kukowski. 

“So, we saw this as the perfect way to gain the edge we needed.”

At its core, the Opportunity Manager system (created by Op-

portunity Interactive) gives structure to and streamlines the sales 

process, from running the sales lead to tracking sales sta� perfor-

mance to labor management features that ensure the installation 

goes smoothly. It also has a special feature to set a desired pro�t-

ability into the retail pricing. �e program’s interface is designed 

to engage customers, giving a sense of ownership in creating their 

own system while educating them about the bene�ts of higher-end 

equipment and accessories.�e so�ware, which is designed to grow and evolve with a 

company, is accommodating to more sales personnel as they are 

added. It’s design allows Desert Suns to track all of its sales, in-

cluding details on labor rates, budgets, component costs, and the 

anticipated time to do all facets of any given job.
 “When our salespeople go out on a call, their use of the system 

has become our primary point of di�erentiation,” said Kukowski. 

“�is is the evolution of the industry. �e reality is, we are compet-

ing with �rms who are doing proposals on triplicate pieces of pa-

per. While our salespeople are developing an entire pro�le of the 

job, the consultant can say, ‘Take a look at the laptop; here’s what 

I’m designing for you.’ It all comes together quickly with photos 

and data and costs built right in.”According to Kukowski, using it last year generated a 70 percent 

revenue increase and a 248 percent increase in the company’s net 

pro�ts. “I am certain we wouldn’t have seen this large an increase 

without using the system,” he said.As a result of this growth, Desert Suns is adding a third sales-

person and another service technician to its sta�. �e company will 

also be adding a journeyman installer and apprentice, and will be 

purchasing a new installation vehicle.
“I have also given my crews substantial raises and instituted a 

new bonus system,” reported Kukowski. “Now in our company, 

a top-notch installer can make $70,000 to $90,000 annually. �is 

really helps us attract and retain the best installers.”
SALES FORMULA?According to Kukowski, using Opportunity Manager took his 

sales professionals to the next level. Within the �rst two weeks of its 

Sales System Brings Contractor Growth

Employing technology as a differentiator, Desert Suns began using Opportunity 

Manager. The program’s interface is designed to engage customers, giving a 

sense of ownership in creating their own system while educating them about the 

benefits of higher-end equipment and accessories.
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by Shawn Kukowski. �e �rm now employs 17, who have 

helped to push annual billings beyond the $2 million 

range and currently services nearly 3,000 customers.

Recognized in 2003 by Trane as New Mexico’s �rst Comfort Spe

cialist Dealer, Desert Suns has maintained the Comfort Specialist 

Dealer status ever since. To do this, Kukowski’s �rm must maintain 

customer satisfaction and customer referral rate survey scores of at 

least 90 percent. �e company is currently maintaining a 100 per

cent customer satisfaction rate.Approximately 80 percent of the �rm’s work is residential; 20 

percent is light commercial.“One of the most important things that we’ve learned along the 

way in the residential market is to have a sales process that sepa

rates us from our competitors,” noted Kukowski. “We wanted to 

�nd a technology solution to do that for us, since most consumers 

today are savvy to technology and expect us to be the same.”
GROWING THE COMPANYEmploying technology as a di�erentiator, Desert Suns began using 

Opportunity Manager in early 2007 to gain an edge in its competitive 

market. “We could see in our market that none of our competitors 

were trying to use technology in their sales process,” said Kukowski. 

“So, we saw this as the perfect way to gain the edge we needed.”

At its core, the Opportunity Manager system (created by Op

portunity Interactive) gives structure to and streamlines the sales 

process, from running the sales lead to tracking sales sta� perfor

mance to labor management features that ensure the installation 

goes smoothly. It also has a special feature to set a desired pro�t

ability into the retail pricing. �e program’s interface is designed 

to engage customers, giving a sense of ownership in creating their 

own system while educating them about the bene�ts of higher-end 

equipment and accessories.�e so�ware, which is designed to grow and evolve with a 

company, is accommodating to more sales personnel as they are 

added. It’s design allows Desert Suns to track all of its sales, in-

cluding details on labor rates, budgets, component costs, and the 

anticipated time to do all facets of any given job.
 “When our salespeople go out on a call, their use of the system 

has become our primary point of di�erentiation,” said Kukowski. 

Sales System Brings Contractor Growth
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By B. Checket-Hanks

Of The NEWS Staff

R
esidential zoning systems have come a long way. Ac-

cording to Ignacio Monteros, Carrier’s controls product 

manager, perceived installation complexity and result-

ing callbacks have made HVAC contractors more reluc-

tant to install the systems.

With the manufacturer’s latest Infinity™ system and control, 

such concerns should be a thing of the past. The new system can 

manage up to eight different zone settings, he said, eliminating 

hot and cold spots and improving energy efficiency.

“Contractors in general look for zoning system simplicity of in-

stallation and configuration, and the best pricing,” Monteros said. 

“They want maximum efficiency and the easiest way to install it. 

From a homeowner’s perspective, with the Infinity zoning system, 

each zone can even be given a name indicative of what it represents, 

such as ‘kitchen,’ ‘master bdrm,’ etc.”

AUTOMATIC BALANCING
The Infinity system’s intelligence allows it to balance the 

loads, he continued. “You no longer need a bypass damper,” said 

Monteros. “Our system’s intelligence knows how to modulate 

the load per zone, so it does not allow for the load to become 

excessive in any one zone.”

Of course, the contractor needs to ensure that the ductwork, 

mechanical system, and bypass damper modulators are all in-

stalled correctly. “The contractor needs to pay specific attention 

to make sure the ductwork is sealed properly,” Monteros said. 

“In zoning, that damper has to be properly installed to not allow 

leakage at the damper.”

The system uses a single control to integrate and manage six 

comfort functions: temperature, humidity, airflow, ventilation, 

IAQ, and zoning. It includes the Infinity Control, a single con-

trol that allows for management of the entire system.

The system also features automated diagnostics. When main-

tenance issues arise, the control provides an alert and displays the 

phone number of an authorized dealer. An optional Remote Access 

Kit will contact the dealer when service is required, permitting re-

mote troubleshooting and giving homeowners remote control of 

the system via the Internet or phone.

MARKET PENETRATION
Zoning in general is not a high-penetration installation market, he 

said, currently going into less than 10 percent of total HVAC installa-

tions. “Homeowners and dealers are not comfortable with the com-

plications of configuration and proper installation,” Monteros said.

“Part of it is that consumers simply are not aware that this op-

tion is available to them. There is certainly an additional cost, but 

the savings associated with that are fairly substantial over time,” 

Technology Gives Homeowners Control

It may look simple, but this Smart Sensor uses a single control to integrate 

and manage six comfort functions. The system also features automated 

diagnostics. When maintenance issues arise, the control provides an alert 

and displays the phone number of an authorized dealer.
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DiReCt MAil liStS
Reinforce your advertising program, introduce new products, test new markets, or announce special offers with The NEWS’ exclusive subscriber list. Reach 
decision-makers from all branches of the refrigeration, air conditioning, and heating industry – including manufacturers, distributors, contractor/dealers,  
wholesalers and more. 

Contact Shawn Kingston at 800.409.4443 or shawn.kingston@epostdirect.com for more information.

SpeCiAl inSeRtS
Place your product spec sheet, brochure, or catalog into The NEWS and reach our entire circulation. The 
cost is less than postage and a great way to receive additional exposure.  

Contact Mary Wray at 248.244.6488 or wraym@bnpmedia.com for more information.
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Your HVAC Marketing Partner for Integrated Media Solutions!

 NICHE MARKETING OPPORTUNITIES

Best oF the news

cUstoM PUBlisHing

A special supplement published twice a year containing a collection 
of articles all on one particular product category or market. Taken from 
past issues of The NEWS, these feature stories and technical articles are 
helpful to contractors and used as “reference guides” — referred to 
over and over again. Past supplements have included: Indoor Air Quality, 
Instruments & Controls, Tools & Testing Equipment, School Market, Air 
Distribution & more.

refrigerant reports • countdown to 2010
This targeted editorial series of six inserts gives contractors all the 
pertinent information they need to prepare for and profit from the 
Federal mandates for new refrigerants that go into effect January  
of 2010. This is a perfect editorial environment for marketers to  
showcase new products, and new refrigerants that will flood the 
market next year. Specially discounted ad rates make this a cost effective 
marketing tool.

bEst of the News natE advantagE MagazInE aprIlaIrE brochurE

BNP Custom Media, combining the power of The NEWS' readership with its expert editorial and design, can create and deliver custom solutions using 
rich content and innovative media to engage your target market and produce results. Each project is turnkey, measurable, and mapped to your marketing 
goals and budget. Whether it's a magazine or a Web site, an advertorial or e-newsletter, let us partner with you to produce a powerful media package 
that showcases your message in the marketplace. Contact Steve Beyer for more information at 630.699.7625 or beyers@bnpmedia.com.

Clear Seas Research is a division of BNP Media, a multi-media company and publisher of The NEWS. Industry knowledge and research expertise allows 
Clear Seas Research to deliver superior market intelligence – resulting from sound, strategic practices. Services range from customized quantitative 
mail/online surveys to focus groups and in-person interviews. Clear Seas Research specializes in benchmarking, brand awareness, positioning, and 
syndicated b2b research on market trends, product usage, and brand preferences.

 searching for ways to better position your company in the market?

  seeking new ideas on how to improve your product acceptance?

  venturing into new markets and not sure which path to take?

For more information, please contact:
Beth Surowiec, Executive Director, Mechanical Systems Division
Phone: 248.786.1619, Email: surowiecb@clearseasresearch.com
www.clearseasresearch.com

CUSTOM MARKET RESEARCH

SPECIAL ISSUES & SUPPLEMENTS
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A STRATEGIC SAleS & MARketinG eVent
HVAC-Mechanical Xchange is a revolutionary strategic sales event developed to connect leading 
suppliers of HVAC solutions with senior executives at mechanical contracting companies who install, 
service, and maintain mechanical systems. Only executives with the highest strategic responsibility 
for their organizations will be present. no “happenstance” meetings, no meetings with the wrong 
person, no need for generic preparation. Rather, three days of concise, efficient meetings with key 
executives from leading commercial mechanical contracting firms.

nowhere else will you find:

  A series of 40-minute sales meetings with senior-level executives who have contractual  
  authority at companies with current needs and initiatives that match the products and/or  
  services your company offers. 

  detailed outlines of each Mechanical Contractors' specific initiatives, created through a  
  series of extensive interviews conducted by our editorial team. 

  An event that allows you to create specific agendas with executives at these contracting 
  firms FOUR weeks prior to your face-to-face meetings.

Be a part of this unique sales event. Contact Mike Murphy for more information.

Mike Murphy, editor-in-Chief, Manager of Conferences
Phone: 248.244.6446, email: mikemurphy@achrnews.com
www.hvacxchange.com

“You could spend 10 times  
as much money and see 10 
times as many people at a trade 
show and derive a fraction of 
the value that we saw here.”
— KiRK AlleN, sloAN VAlVe

“Because we can do a  
pre-meeting and get the  
introductions out of the way  
up front, and get the under-
standing of what to bring to 
the session, the 40 minutes  
are priceless.”
— BeCKy HoelsCHeR, emeRsoN

HVAC -
MECHANICAL
Presented by The NEWS + Plumbing & Mechanical

sm

XCHAnGe

FACtS
ReACHinG AnD  
inFluenCinG leADeRS 
in tHe CoMMeRCiAl 
HVAC MARket

 95% of contractor attendees are owners, 
CeOs or principals of their firms.

 Average annual sales of $150,000,000.

 Virtually all attendees rank the importance 
of "personal" relationships with top supplier 
executives as very high.

 320 private one-on-one meetings  
conducted at the 2007 event.

Source: 2008 Reader Profile Study — Contractor Segment (Median 
numbers)

SepteMBeR 27 – 30, 2009

2008 HVAC-MECHANICAl xCHANGE 
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Your HVAC Marketing Partner for Integrated Media Solutions!

 www.ACHRNEWS.COM

The HVACR 
inDuStRy'S HoMepAGe
Refreshed and updated every weekday, achrnews.com has more breaking 
news and in-depth content than any other online HVACR information 
source. Our entire issue is posted online and our editorial archives draw 
thousands of visitors that can search through more than 25,000 articles.

online eVeRy week
Visitors to www.achrnews.com can read and download their favorite articles from the print edition of  
The NEWS including cover stories, features, FYI and What’s new products.

	ExTRA EDITION
 exclusive in-depth  
 service, technical and 
 business management 
 articles. Over 400 to 
 choose from.

	VIDEO  
 SpOTlIGHT
 Special 2-minute video 
 reports from industry  
 conventions and  
 association meetings. 
 Also, special “video” 
 reporting from the  
 editors of The NEWS.  
 new videos every week.

www.ACHRnewS.CoM
HOMEpAGE – pART ONE

	HVACR   
 DIRECTORY
 Facilitates searches for  
 products and suppliers. 
 One of the most-visited  
 pages on our Website

	EDITORIAl  
 ARCHIVES
 Visitors can search for 
 articles all the way back 
 to 1999. Over 25,000 
 articles from The NEWS.

	pRODUCT  
 GAllERY
 Print advertisers can 
 feature their products 
 free for 30 days. We’ll 
 include your copy (50  
 words or less), a product  
 photo, and a link to  
 your Website.

	lEARNING  
 CENTER
 Convenient and cost- 
 effective online learning 
 for HVACR contractors.

	blOGS
 Visitors get up close and 
 personal with The NEWS 
 publisher and editors. 
 Online journals with 
 regular entries about key 
 industry topics or events.



  09Media  
PLANNINg guIDE

13
achrnews.com

ONLINE

FACTS
OUR READERS ARE 
wEb SAVVy

 82% use the Internet for product specs.

 9 hours spent online for business each week.

 85% visit HVACR manufacturers' Websites.

Source: 2007 Internet usage Study (Mean numbers among contractors 
who use computer/Internet for business purposes.)

www.ACHRNEwS.COM
HoMePage – PaRt two


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MORE VISIbILITy, MORE REACH
For complete coverage of the HVACR industry, no one tops www.achrnews.com.
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Your HVAC Marketing Partner for Integrated Media Solutions!

 ADVERTISING OPPORTUNITIES ONLINE

The Most Powerful 
online ReACH

	AD wITHIN A fEATURE
Ads located within current and archived feature 
articles throughout our Website. These ads  
rotate and can be animated.

	blOG SpONSORSHIp
An online journal where our editorial staff will  
feature opinions, questions and comments and 
a place where readers can comment and 
respond. Sponsor a blog and reach a devoted  
audience niche.

	bANNER ADS
 great for exposure of a new product or seasonal 

information. Banner ads are located on the  
homepage and internal pages. These ads rotate  
and can be animated.

	SpONSOR bUTTONS
 exclusive sponsorship positions with high 

visibility throughout our Website. These 
ads do not rotate and can be animated.

	SKYSCRApER ADS
 dynamic and highly visible vertical ads on 

our homepage and interior pages. These  
ads rotate and can be animated.

	ADVERTISING VIDEOS
Video ads are one of the most effective 
ways to advertise online. Promote your  
company or product with a 90-second 
video located prominently on our homepage. 
Video ads are ideal for new product  
introductions, demonstrations, training 
videos, or branding campaigns.

	RICH MEDIA
Moving ads and ads that involve user  
interaction located on our homepage.

bANNER AD  468 x 60 pixels

bUTTON  
120 x 60 pixels

bUTTON  
120 x 60 pixels

For more detailed information of all 
online offerings, please visit

www.achrnews.com/mediakit

bUTTON  
120 x 60 pixels

bUTTON  
120 x 60 pixels

bUTTON  
120 x 60 pixels

bUTTON  
120 x 60 pixels

bUTTON  
120 x 60 pixels

SKYSCRApER 
AD

120 x 600 pixels

ADVERTISING 
VIDEO

275 x 250 pixels

ADVERTISING 
VIDEO

275 x 250 pixels

RICH MEDIA 
150 x 150 pixels 

(expands to  
600 x 600 pixels)

blOG bANNER
468 x 60 pixels

AD wITHIN  
A fEATURE

300 x 250 pixels

blOG 
SKY-

SCRApER

120 x 600 
pixels
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PlAnnIng gUIde

new MeDiA iS All 
tHe RAGe!

FACtS

 66% of business decision makers say their 
use of industry-specific Websites will 
increase over the next two years.

 Source: Forrester Research, 2007

 Online ad spending is expected to reach 
$25.8 billion in 2008 (up 23% over 2007).

 Source: eMarketer, 2008

 68% of business decision makers will use 
Web based events.

 Source: Forrester Research, 2007

 Video ad spending in 2008 is projected to 
increase 74% from 2007.

 Source: eMarketer, 2008

To view or download any of these 
market research reports, please visit

www.achrnews.com/mediakit

onlineMaximize your exposure in The NEWS’ Online directory and make sure every visitor searching for 
information – finds you! 

  DIRECTORY SpONSORSHIpS –  
  Tile and banner ads are available on 
  the directory homepage. 

  pREMIUM pACKAGE – Includes 
  4-color logo, product photos, Web and 
  e-mail links, top positioning, and more! 

	  pREMIUM plUS – Includes the Premium  
  Package PlUS request for proposal and 
  choice of a video or 3 product banner ads.

  lOGO lISTING – Add a logo to  
  your online listing and stand out.

  HOTlINK – drive leads to your  
  Website.

ONLINE HVACR DiReCtoRy

every Monday our e-newsletter is sent to more  
than 8,000 subscribers who demand the latest  
industry news and information. Ad options include… 

  TIlE ADS – located on the right-hand  
  side of the e-newsletter. These ads do not 
  rotate and can be animated. 

  bANNER AD – located at the top of 
  the e-newsletter. Ad does not rotate and 
  can be animated.

  TExT ADS – located within the main  
  body of the e-mail. These text-based ads  
  do not rotate.

e-newSletteR

educate professionals in your industry and generate leads with Webinars. If you have not yet 
employed Webinars in your advertising efforts, you are missing out on an opportunity to target 
qualified audiences. not sure where to start? let the experts at The NEWS help you. Staff experts 
will take care of all the promotion, registration and Webinar management. You will build brand 
awareness, become an educational leader and receive the lead database of all registrants. Contact 
your sales rep today to get started.

CuStoM weBinARS

TIlE AD  
125 x 125 

pixels

bANNER AD  
468 x 60 pixels

TIlE AD  
125 x 125 

pixels



YEAR AfTER YEAR...

iNDustRy mARKeteRs mAKe the News tHe

#1 CoMMuniCAtionS 
ReSouRCe 

 top 100 tRADe MAGAZine ACCoRDinG to BtoB
BtoB magazine ranked The NEWS #60 in its annual “Top 100” Trade Magazine list in March 2008. 
This puts The NEWS in the top 1% of all trade magazines published in the United States. The ranking is 
based on ad revenue and ad pages.

 #1 in AD SpACe FoR tHe HVACR inDuStRy
not only was The NEWS recognized as a “Top 100” Trade magazine, it was the only magazine in the 
HVACR industry to make the "Top 100" list.

 CleAR CHoiCe AMonG unitARy MAnuFACtuReRS
Virtually every unitary air conditioning manufacturer have chosen The NEWS to be their major print 
advertising resource for 2008.

 inteRnet ADVeRtiSinG up 50% SinCe 2006
Over 50 industry companies utilize www.achrnews.com to market and promote their products. Ad  
revenues have grown every year at an average of 20% since 2001.



[CONTACT iNfO]

 JOHN C. CONRAD 
Publisher 
PH // 479/633.0520 
fX // 479/633.0521 
E // johnconrad@achrnews.com

 MIKE MURPHY 
Editor-In-Chief   
Manager of Conferences 
PH // 248/244.6446 
fX // 248/244.2905 
E // mikemurphy@achrnews.com

 MARY WRAY 
HVACR Directory Publisher 
PH // 248/244.6488 
fX // 248/244.3920 
E // wraym@bnpmedia.com

 CARRIE CYPERT 
Advertising Production Manager 
PH // 248/786.1688 
fX // 248/502.1020 
E // cypertc@bnpmedia.com

 GREG MAZURKIEWICZ 
Web Editor 
PH // 248/244.6459 
fX // 248/362.0317 
E // gregmazurkiewicz@achrnews.com

ADVERTISING SALES

 DWAIN HOLMGREN 
Central Advertising Manager 
PH // 219/926.5173 
fX // 219/926.5915 
E // dwainholmgren@achrnews.com

 FELIPE ARIAS 
Eastern Advertising Manager 
PH // 864/288.2231 
fX // 864/288.2232 
E // felipearias@achrnews.com

 MICHAEL O’CALLAGHAN 
Southwest/Western Advertising Manager 
PH // 770/967.9413 
fX // 770/967.9414 
E // michaelocallaghan@achrnews.com

 KATHY JANES 
Business Development Manager 
PH // 248/244.6457 
fX // 248/244.3927 
E // kathyjanes@achrnews.com

 MICHAEL O’CONNOR 
Classified Advertising Manager 
PH // 610/354.9552 
fX // 610/354.9390 
E // oconnorm@bnpmedia.com

+

WWW.ACHRNEWS.COM

The NEWS  
is Your  
#1 HVACR 
Information 
Resource —  
in Print  
and Online.

CORPORATE HEADQUARTERS 
BNP MEDIA, 2401 W. Big Beaver Rd., 
Suite 700, Troy MI 48084

BNP Media Helps People Succeed in Business with Superior Information.

The NEWS has been recognized  
as a “Top 100” Trade Magazine  
for 3 years in a row!




